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Parts Manager Conversation

Collaborate with your Parts Manager to answer the following questions. Use this opportunity to
share new ideas from the class and to coach your Parts Manager on how they can be
implemented. Be sure to respect their expertise. Provide your answers in a different color
font.

1. What formal parts management training does your par{; manager have (for exampl
o

NADA Academy Seminar) ?")7),5 WA 7y (37!” rmgf/ Dals mup 5/9'}&’);\?6’%@

2. Does your Dealership/Parts department have a Vision statement that all departmental
employees know and understand? What is nt?beﬁfe@ ﬁ = \/e) \ % ‘B (4
)f“i} oo éﬁ’)d&\/fj K i+, b s hv “P in a/ef/ %;,0@ mm;
3. Have you ever tracked your First Time Fill Rate (FTFR manually (not using the DMS or your
OEM)? What is your current Repair Order FTFR? O

4. What percentage of your business comes from Inside (RO/Int rna!/Warrantleody Shop)
Outside (Counter Retail & Wholesale)? gfc? % QQ} %/ 2 ;20

i

5. What policies, controls, and security are in place on your DMS (via Privileges and/or the
Exception or Deviation Reports) to prevent counter people from changing the pricing

structure during daily transactions? {jm;p (43 }”}q&/ﬁ, QClseS bff{éf e

Seccvely Lo Vhewr emphyee gumbes
6. Who can changlovemde parts pricing? Cashier? Service Director/Manager? Service

Advisors? J\- frpn@@r ¥ Service ;W/?f{jr’&f

7. Are you at Retail pricing for Internal? Who establi\hed ﬁour Internal parts pricing policies?

Are they current? yﬁg _ QM“}S &Scﬁ);c{ oS f??ef(f'}l}jﬂc“f - /{5 \}},(/
/e (pifet
8. If you are in a Retail Reimbursement for Warranty state, are you at retail for warranty? If
not, when was the last time you petitioned the OE for retail reimbursement? \/55
i ¢ |
e If\c«a QY O ERSE - meTins qgo -
9. Do the Parts, Service and Body Shop Managers wotk with the Office Manager/Controller
monthly to follow up on all Work in Process (WIP) documents. Do they verify that all parts
invoices and repair orders are closed out in a timel\;@j\nner? What does this look like? "‘/&S
e 90 a ﬂ"m’}*mq re(ol wik) oo Nic<
10. Is the financial statem®ent for the Parts department given to the manager and discussed on a
weekly/monthly basis? If not, is a daily operating report.of sales, gl’OSSfi’Of!t etc., provided
to the Parts Manager for review (DOC)? YeS . we do a m&f) 7/ f’z%wéfﬁ e '{‘ﬂ
Yo J&a&s o \\ ovc Nombers + Aea
11. What is your retail pricing strategy for your Parts department? How often do you check to
see whether your pricing goals are being achieved? l\/@ }’)C{ Ve o mgp\ip\ gx}fa/\j){

and we év’ét‘lc oud /’)UmZ)eJ m&ﬂ))}))/



12. How often do you audit your dealership’s Parts web pa e? How o n are coupons, hours of
business, etc., reviewed and updated? ?@5\& C o \/ oM ool é)q‘i@

13. Do you have a Parts online eStore? How do you ensure that parts order forms/quenes are.
responded to in a timely | mann r? Who gets the email leads/questions? ,ﬂ)& paf ¢ =
S mé(ﬂ{\qcf goxr_; a_ WD €mas Ny /)Ci iﬁﬁ
14. What sales training is available to Parts personnel? If trammg is available, is it mandatory?
How often are sales skill assess d, tested, and refreshed? mo(\?c{(‘ \M\S g,,w )/ \}{Q .a
Qur“ c&\\ \eve S o par Ceonxmar)
15 Do you have a process to offer accessories to 100% of your New and Used customers? If so,
what does it |ook ike? If not, why pot? /}/0 . bA Q:){fen;}’\/} Wack{‘. e A p/m
v JOO% & f"yofiﬁ,% CSomerS iy
16. Wha would help you sell more accessories? i ™ ; : R
ea Q_FS) y\a show C,L&:}}amefﬁ Lhe Qxf}m; (7)@()’} and feCiir Y Nier {}uc_\y\ijf
17. Do yo:‘\jewew your wholesale customers to see if their sales, gross, and returns justify the
expense of conducting business with them? How often are they reviewed? We do o ‘\r }\qu‘f—
CA \a@c w )f:Sa)e_ 5&)«2,0&/% bﬁ \/55 hW/< a?f\eok »er)
18. Do you know how much each of your Parts salespeople must sell each day just to
breakeven? 3};0 g; LCO Do (‘Wﬂi&{mﬂ/)

19. What procedures do you have in place to ensure inventory accuracy and mtegnty? ow are
variances communicated to the accounting office? D{/L &c) tn CWG é (wj}wu
TNe fear
20. Are lost sales being tracked in your DMS? Do you have a common definition that all count
people understand? What is your definition? \/55 we. a) e L5 on o /
Nen same. ch/' or ekl
21. What is the biggest obstacle X o getting your Special Order parts off the SOP shelves and

installed/picked up? ég%\}\j 5@79 U;glamt;gg Xg:owk N A k—\;me’/fmf)/?.:/’

22. In your store, what do you feel is the biggest cause of frozen capital and/or obsolescence? nlS
What is thjrcurreSni d>o!lar value of your obsolescence? SO é} ane ofen pac S 04\\ PO\{
C
23. What is your phase ln/ﬁase out strategy? How do you balance this strategy with factory
recommended stocking guidelines (RIM, ARO, Parts Eye etc.)? We e ALC ~C(,;” S}zw»{.
and rhon i/ g &of ‘l—o \omc,o_ mu&m on
24. On a scale of 1-10 (10 = expert level) what is your level of understanding of the information
that is on your DMS’s monthly summary? g

25. What is the one thing that your orgamzatx n can dp,or provide to he"@the Part nager
do their job more effectively? to ma e,ges \”hj any/ 49 //lee %ﬁ
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